Paul Pereira

Executive Chairman, MHG

The new MHG has been launched. The company restructure almost complete and the new line of
chiefs appointed. The R&D labs and scientist focused on samples to clients with a view to moving
rapidly to commercial trials.
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MESSAGE FROM THE EXECUTIVE CHAIRMAN

The last year has been both challenging and rewarding as the “changing of the guards” took place
without hiccup or incident. The company’s new strategy and business plan have been refined
and focused on commercialization. We have engaged Piper Jaffray to complete what we consider
to be the last round of private equity raise in addition to qualifying for up to $130 million in EB5
funding. Very exciting times as MHG transforms into a global corporation.
We are ready for commercialization and while we write history in our next steps we are equally
prepared for any obstacles that lay ahead. As a biotech company we ensured that we had
reputable validation of our business model prior to moving to the next stage in our company’s
growth.
The Board of Directors has been fully engaged and active in supporting the MHG’s drive to self sustainability and the planned transition has been enabled with the full support and assistance
of the board.
The road ahead will almost certainly have new challenges however the company’s foundation is
now secure and its pillars solid. We are dedicated and determined to break new boundaries and
the team of new chiefs will play their vital roles as they carve their legacies on these pillars.
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Blake Lindsey

Founder & Chief Administrative Officer

It was some 75 years ago that Nylon was launched to the public by DuPont. Not that long ago for a
breakthrough for the petro plastics industry.
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LOOKING FORWARD.......

Notes taken from a recent Plastics News article, point out that the inventor, Dr. Caruthers left his lab at
Harvard and joined the R&D team at DuPont and required almost 20 years to bring the product from a lab
experiment to commercial launch. DuPont sought a “Superpolymer” and Dr. Caruthers dedication and
innovation brought this new material to the world. Nylon changed the plastics market with its launch
and enabled solutions that could not have been accomplished without this new material’s contribution.
In the first 7 months of sales in 1940, DuPont made profits of $3 million allowing for full repayment of its
historical R&D investment. On February 5, 1946 after years of war, Macy’s department store sold out of
ladies nylons in 6 hours selling more than 50,000 pairs and had to apologize to its customers.
Converters noted that Nylon required adjustments in their processing techniques and in their
equipment, but they learned how to optimize production and utilize the material efficiently.
In 2004, DuPont sold its Nylon business to Koch Industries “Invista” business unit for $4.4 billion.
Additional Nylon production has been installed globally by companies such as BASF, DSM, Invista, Solvay
and Formosa.
Today, 75 years after its launch, Nylon as a base material continues to be improved through continued
R&D which is further expanding Nylon’s applications. Nylon materials are used widely in the fabrics,
fiber, packaging and automotive industries as you likely recognize.  
Reflecting on the past, helps us prepare for the future and it is interesting to recall the challenges of
bringing new materials to the market. Our teams at Meredian Holdings Group are excited about our
progress across a number of activities. We look forward to introducing PHA to the world and for the
opportunity to be the next “Superpolymer” and in this case a “SuperBiopolymer” …….replacing plastic!
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Sean Schuyler

V.P., AgroCrush

On August 8th 2014 the first Canola Institute was hosted at Bainbridge State College inconjunction with
the Development Authority of Decatur County. Meredian Holdings Group, Inc. (MHG) and eleven other
rural based businesses sponsored the event.
The event was a huge success, as it drew nearly 100 guests, many of them local growers. The event was
designed to educate growers and generate interest in partnering with Meredian to grow canola right
here in the Southeast.
The 4-hour event hosted a variety of speakers. Among them: Richard Horn, who shared his feasibility
study; UGA experts spoke about weed control, insect control and plant disease; and Kevin Rentz and Jim
Griffin shared their experiences growing Canola over the last 4 years.
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FIRST ANNUAL CANOLA INSTITUTE AT BAINBRIDGE INSTITUTE

After lunch, Sean Schuyler, Vice President of
AgroCrush, spoke on the potential supply chain
that is demonstrated at MHG. There is an
additional benefit to growers. Locating a crush
plant locally saves farmers about $1/bushel of
additional costs to transport loads north.
Internally, a local crush facility is also a more cost
effective method of providing the essential oil to
Meredian to support PHA production.
The hope is that local growers will meet the
expected participation of 14,000 acres for this
fall. If participation falls short of the 14,000 acres,
Meredian could potentially acquire seed from
Oklahoma. The growth plan reflects 70,000 acres
expected by 2017, as we seek to support multiple
crush lines. AgroCrush expects our first crushing
line to begin production in May 2015. AgroCrush
plans to release the expected price per bushel
and seed by October 1, 2015 and to partner with
area farmers on acre contracts.
continued on the next page ...
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The MHG booth was a big hit. A small seed
crusher, operated by Sutton Reece, was actually
making non-GMO canola oil and cake. Display
cases showcased many potential applications of
our products. We also included banners,
visual aids and most importantly, sign-up sheets.
These sheets allowed interested
farmers to provide us with valuable contact
information and their level of interest. The
guests were engaged and drawn to the booth.
Kim Walden did a great job setting up our booth
and creating an environment that captured the
interest of the guests. The heavy cases were
transported to and from the event – compliments of our friends at HCW Cabinets, who
built them for our marketing area at Meredian.
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Following the presentation, MHG Chief
Operating Officer, Michael Smith, participated
in a panel discussion in conjunction with Greg
Calhoun and others to address questions from
interested growers and supporting industry.

This initial event was a great success. The team
really “Crushed it!” Thank you to all who
contributed and supported the event.
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Isao Noda

Chief Science Officer

I have recently come across an article that appeared
in Chemical & Engineering News 92(31), 6 (Aug. 4,
2014), which is a widely subscribed weekly journal of
the American Chemical Society.
It mentioned an interesting new report by the
National Research Council indicating that “styrene, a
chemical found in many consumer products should
at least be listed as a reasonably anticipated human
carcinogen in the federal Report on Carcinogens.”
Although it is believed that “consumers are not at risk
from products made from styrene [like polystyrene
cups and trays],” the pressure probably will increase
to further move away from the use of polystyrene
foam products in food industry. Indeed, the move to
restrict the use of polystyrene foam in such
application is underway in California and New York,
and many others may follow the trend.
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MARKET DYNAMICS FROM A TECHNOLOGY PERSPECTIVE

What will be the impact of such development in our
business? Well, it all depends.
The global replacement of well-established plastics
products, like polystyrene foams, has been relatively
slow due to cost barrier and also the lack of appropriate substitute materials having the set of desired
properties. The introduction of bio-based high-performance commodity plastics, like thermally stable
PLA compositions and tough and ductile PHA copolymers will have a good chance to change the
landscape. After all, who would resist the switching from the plastics made from carcinogen to that made
from vegetable oil if the price is right and performance is similar? And we have already shown that such
a conversion is technically feasible.
The biggest challenge we may face short term actually is the overinflated expectation of the supply of
our bioplastics. The amount of petroleum-based plastics used today is enormous. There is no way that
we can replace even a small fraction of petro-plastics use with bioplastics unless our production capacity
is dramatically expanded. We must be prepared to ride on the big surge of the demand, which could be
fueled by consumer awareness and sudden regulatory mandate. Otherwise, we will be drowned by a
demand that cannot be fulfilled in a timely manner. Formulation, a strategic industry wide viewpoint, is
much needed now.
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Scott C Tuten

Chief Marketing Officer

John Moore

V.P. of Business Development

As we start a new chapter in our sales strategy for MHG, we are faced with many challenges.
Some of those challenges are things we cannot control, or are difficult to manage. Things like Industry
developments, customer’s vision, product price points, market movement, fad vs. reality, etc., etc. But
there are a few simple things that we can control that mean the difference between failure or success.
FOCUS and COMMUNICATION. Two simple words that most people lose track of are the ones that are
the most important.
As we have learned over many years in this industry, there are many rabbits we can chase.
Staying focused on our task is critical to our success. “Staying focused” applies to all areas of sales.
We must be focused on our current customers while selecting those new opportunities where we can
provide value and for that value creation, we are rewarded with new sales.
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A SALES STORY

Our focus is to communicate effectively throughout the process to ensure we meet all the participant’s
expectations. Since MHG concentrates on custom formulations for our customers, we must have a clear
line of communication between sales, R&D and production.
Communicating with customers by email, phone, site visits or even trade shows are key. We seek to build
relationships with our customers and gain the customer’s confidence that we can deliver. Our goal is to
not be described as their vendor, but as their partner. These lines of communication help us stay focused
on making our customer successful, thus making MHG successful.
In our effort to develop this new bioplastic market, we have found that every customer’s needs are
unique, which can be challenging path to navigate toward success.
We have overcome those odds and continue to grow our business. We have built our success to date
by establishing open lines of communication. As we approach a new customer, we seek to define the
customer’s marketing objectives, along with establishing a good understanding of their manufacturing
methods and converting operations. By translating these customer’s needs, we quickly discern whether
the opportunity is within our capability to commercialize. Following this initial review, we then present
the opportunity internally to the R&D team for further review of the customers needs and determine
the probability of meeting the customer’s objectives. This accelerated “stage gate” process allows us to
efficiently determine the best use of resources, where we seek the highest return for the MHG!
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It is interesting how two simple words, have such a great impact on the success of our company. Our
newly developed sales team at MHG is dedicated to these key values. As an example, we worked with a
company for 17 months in Asia for our extrusion coating resin. The first initial call 17 months ago turned
into our first $175,000 order this month and we expect that same order size each month as we finalize the
commercial contract. We were successful only because of the relationship we built with this customer.

EXPLORE THE SOLUTIONS
Scan to learn more about Meredian

Explore our website at www.meredianinc.com filled with insightful resources
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